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of scale which could have decreased the cost per unit of out-
put. It also sold to government departments. The position of
the competitor firms in the same line of activity was worse as
they were not technically developed and their method of pro-
cessing was not sophisticated. All this implied that it had no
marketing problems as it enjoyed monopoly in the market.
Firm-Ill manufactured basic end drug products. As
government had banned its previous items it tried to improve
a new product which could be produced with a little additional
machinery but it was not yet successful in finding a new pro-
duct. Eventhough it is a reserved product, competitions existed
from the side of the public sector. The firm had scope to
sell its product in the outside the state and even in inter-
national market-especially Bulgaria and some African countries.
It wanted to increase its sales by advertising in professional
journals and appointing more distributors. For the diversifica-
tion of its product, the firm wanted to take the assistance of
Ibe District Industries Centre. Therefore, it had applied for
an incentive loan and a sales tax loan, but they were npt yet
sanctioned. Other firms in the same line of production were
functioning well because of their stronger financial position.
The firm applied for an IRCI loan and persuaded the banks
to give some concession in the interest charges. The State
Finance Corporation agreed to exempt penal interest. If it
'got enough financial assistance, there was good prospects of
selling its new product. Therefore, the. SSIDC was trying to
induce financial institutions to assist and revive it.
Firm-IV produced organic dye-stuffs which were used
in the textile industry. It faced competition both from small
and large-scale industries. The sale of the product was direct
and through middlemen. It offered a 5% commission to dealers.
It depend upon large-scale units for supply of raw-materials.
The .same large units also manufacture similar products which
offered severe competition. Moreover, they were financially
.soiled and could offer 3 to 12 months' credit facilities. But
this was not possible for this firm because of its weak financial
position. Currently, it was utilising 25 to 30% of its installed
capacity only. However, 35% was the break-even level. It had
send samples to the National Textile Corporation which approved